A new business concept that offers products and services in a different way of traditional product-sales businesses is getting more attention especially in manufacturing industries. This paper investigates how this new business by means of integration of products and services is achieved in Germany and Italy. In addition, it analyzes the differences according to the company sizes. The results include that this type of business is in many cases motivated by their focus on customers and often consists of physical products and their maintenance. The Italian companies, as opposed to the German ones, often design their physical products specifically for this type of offers. From the analysis based on the size difference, small companies are found to achieve specific design for this type of offers while owning physical products. There do not seem to be any established methods or tools developed to support the development of such offers and within such methods/tools there would be room for more adaptation in form of physical product design.
Introduction
The importance of services gets larger as the economy of our society becomes matured. In reality, products and services in industries affect each other on the same -boat‖, and a structural change in industries is underway shifting the focus from production of products to production of services (Sundin et al., 2005b) .
Within this paper a rather broad definition of Functional Sales is used; for instance, businesses dealing with renting, leasing and similar 
Research Questions
Upon the exploration, five research questions (RQ) regarding how companies address product-service combined offers (P-S offers, hereafter) in Germany and Italy are defined as follows. The first three RQ investigate the current situations in German and Italian industries as a whole. Especially, obtaining answers to RQ 3 is approached from the perspective of development of P-S offers, which allows us to compare with the corresponding results in Sweden and Japan (Sundin et al., 2005b 
Research Method

Scope
The authors carried out a wide-ranged investigation rather than a narrow and deep one to understand the global situations of the various industries in both Germany and Italy. Therefore, a structured questionnaire was used as a method to collect data. It also gave good possibilities to represent the results in a quantitative manner.
Thus, the results will be analyzed quantitatively according to both company sizes (-small‖ size for a company with employees fewer than 50, -medium‖ for those between 50 and 1,000 and -large‖ for over 1,000) and countries. 
Questionnaire
The method used for obtaining the empirical data described in this paper was a paper-based questionnaire survey (either faced by a questioner or not 
Company Selection
Since this type of business concept is still in its infancy and it is quite difficult to find companies working with such business, approaching a greater number of companies would not easily give accurate insights. Thus, in this study, the authors selected companies in their countries (Germany and Italy) for the following reasons:
• Previously established company contacts.
• Increased convenience in communicating with respondents, since they are in the similar situation as researchers. 
Survey Results
Profile of the Respondents
As shown in Figure 1 , the respondents are 4 small, 6 medium, and 6 large companies. In addition, the majority of the respondents in (4) Italy (10) Total (14) Figure 1 The (4) 50-499 (4) 500+ (6) Total (14) Figure 2 
Share
Germany (4) Italy (10) Total (14) Figure 3 Business areas of the surveyed sections (by countries)
Ratio of P-S Offers in Companies
In order to find out how large the business with P-S offers is at the analyzed companies, the participants were asked how much of their total turnover was related to such business. 
Identified Driving Forces
One of the objectives of the survey was to identify driving forces connected to this type of business. Figure 3 shows that, both in German companies and Italian ones, many incentives for such business are connected to the customer, in coherence with the equivalent survey achieved in Sweden and Japan (Sundin et al., 2005b ). This result points out companies' attention to customer satisfaction, also referring to the possibility to establish closer and long-lasting relationships with business customers.
Other identified driving forces include (in decreasing order):
• Increased competition,
• Decrease costs, and
• Improve company brand. 
Contents of P-S Offers
In the survey, contents of product-service combined offers were also investigated. The three main parts of the offers seem to be • Physical products,
• Maintenance, and
• Repairs. 
Contents of the Product-Service Offers
Physical Products
Looking at the physical products included in the Functional Sales offer, it was interesting to find out who owned the physical products when the contract had been signed. Figure   10 shows again difference between small and medium/large companies: Most small ones achieve -design for P-S offer‖, while the majority of the medium/large utilize standard products. Figure 11 shows that in Germany all the products employed in this type of business are standard products, not adapted. As opposed, in Italy the products employed are equally standard products designed for sale of product and products designed specifically for this type of offers. Figure 13 shows that the most common departments that are involved in the design of P-S offers are product development, marketing and, only for Italian companies, production one. Answers for -Other‖ include sales department and product line management one in Germany. It is interesting to see that both the product development and the marketing departments in German companies are often included in the development work but, as seen in Figure 11 , the physical products always are standard products. Figure 12 shows that difference between small and large companies: A production department is the majority for the former, while product development, marketing, and after sale departments are for the latter. Figure 15 responsible departments for the design of the P-S offer (by countries)
The Development Process
Germany answered that they are not using a specific development method for P-S offer. As opposite, the most part of respondents in Italy (5 out of 7: 71%) uses a specific development method, according to the result shown in Figure   17 . Moreover, participating respondents were asked which kind of specific method they were using. However, none of the 5 companies in
Italy specified the used method.
A second follow-up question explored whether the participant was satisfied with the method used. Among the 5 Italian participants using specific methods, 4 companies (80%) stated that they were satisfied with the method. 
Discussion
The first research question (RQ 1) was about the identification of the driving forces of P-S offers. As for this point, the survey shows that It is interesting to find distinction between small and medium/large companies, rather than between small/medium and large ones. This trend was seen in Figures 4, 6, 8 , and 10.
Namely, the number of employees around 50 is more likely to be a landmark to view how this type of business is achieved. 
Conclusion and Further Research
This paper showed that the development of 
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